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The Entrepreneurship Training Components are based on

-is due the Small Business Manageient and Ownership
materfals designed and tested by CRC Education and
Human Development, Inc. for the U.S. Office of Educa-
tion's Bureau of Occﬁﬁptiona] and Adult Education.
Special thanks are owed t’he entrepreneurs'who shared their
experiences during tHe prepargtxon of this module.

information frommany sources. Special acknowlédgement
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INTRODUCTION

How are you goink to use your joby skills after you flnlsh
school?

N ’

.
.
. LY » -

Have you ever thought about startimg.your own farm
equipment repair. busines§? o

.

This module descrrbes people who have started. and managed
farm equlpment repair businesses. It g1ves you an idea of
what they do and some of the special skills they need.

You will read about

planning a farm equlpment repa1r business$ :
choosing a location -

getting money to start
being in charge

organizing the work
setting ‘prices . ]
advertising and selling ; y
keeplng f1nanc1a1 records CL
keeplng 'your business successful .
?pu will also have a chance to practice some of the things
that farm equipmept repdir business owners do.

Then you will have a better idea of whether a career as a
farm equipment repair business owner is for you,

-

~
Before _you study this module, you might ‘want to study
Module 1, Getting Down to Business: What s It All About?

' ~

When you finish this module, you might want to read
Module 3, Getting Down to Business: Tree Service;
Module 5, Getting Down to Business: Fertilizer.and

! Pesticide Service;
Mbdule 6, Getting Down to Business:

Dairy Farming.
\

These modulés are related to other businesses in
agriculturs. . - *

.
[ ‘'
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UNIT 1

. /

To help you plan a farm equipment repair business.

N\

" . A ' . .
Objective 1: List three or more personal qualities
an owner of this business might have.
Objective 2: Describe the services, customers, and
competition of this business. .
Objective 3: List ways to help your business
"stand out" from its competition. )

Objective 4: List one legal requirement for

running this business. ~ .

N /

-
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4 . V
JUAN AND JOSE THINK ABOUT THEIR OWN BUSINESS

-~
3

-

' -

¢ Juan Gomez is'a skilled mechanic. He has worked for
three farm equipment dealers 'since he graduated from high
school six years ago. He has been wondering about’ epening’
his own equipment repair business. His brother. Jose thinks:
he should. Jose has studied business and wants to manage -
the shop for Juan. He has worked as manager of a gas
station. )

-

"You can do itg\Juan,h Jose tells him. '"You can fix
any kind of tractor-or combine. You can fix small equip-
ment, too. The farmers like you and know they can dount on
you. You always work overtime to get equipment fixed for
the farmers during growing season. And you've always like
doing jobs yourself the way you wamt to. I think you'd /iyf
like being your own boss! And so would I." o

Juan éays, "fhere are two farm equipment dealers arouhd-
here with service shops.. What could we do to compete with
them?" , . . -,

= > v ! Py

Jose says, 'Dealers don't send people/to fix gquipment u
in the field unless they have to. We co d make that ours
specialty." ' oo : .

. ,‘ /

Juan and Jose decide to open theif own business., The
fext day they go to the county seat tq get a business
license. They also have towrite theiy state taxing agency
and get a permit to sell parts. - . ..’ ) q

They talk to a lawyer and decide to set dp their
busineds as a partnership., Then they’talk to an insurance
agent about wifat kinds of insurance,they need. They'try to
plan carefully so their business will be off “to a good
st:arg‘. ) '

‘s

[
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s ) Plann}ng a’ Farm Equipment Repair Business

. U . ‘ .
B ‘ . \
There dre many,'many small businesses in Ametrica. Small businesses

can have as few as one worker (the owner) or as many as four workers,

' +«A small business owner is .self employed. Often a whole family works

together in a small business. &
1] N \

) Juan and Jose have thought about four main,things in plannlng their

- farm equipment repalr bpsxness. First, they have decided.their persoqal

quelities are right For the business. Second, they have thought about .
’

their services, customers, and competition. Thlrd, they have decided to

offersspecial services so they can compete well. Finally, they have

s . ' . . : . o -
learned about legal requirements for running their business.

v " N . . bY -
- T
, , ) /)“ :
) éersonel Qualities - v
- € » ) . o
‘ & ) "
. Juan and Jose have talked about whether they '"have what 1t takes" to

:E:,run_a farm equipment repalr bu91ness. They tq\pk ‘they do, because: -
— e they have training and skills in flxlng farm equlpment dhd in
running a business; . . = -

e they are willing to work hard; .

1

e they can be counted on to get jobs done; and

e they want to be their own bosdes. , . .
N “

\

.
- -

“During the growing season, farmers need to have their equipment

working as much as possible. Owners of a farm equipment pepair‘business

- should.b?‘Willing to work overtime .to help farmers.,




“ 9 " — . > . .

5 > . . -

Services', Customers, and Competition

- - ’

' \
‘ Services. Farm equipment rgpair businesses serve large and small
farmer!&g They fix equipment like tréceors, sprayers) co&bines, and
harrows. Some services may fix equipment like milking machines and
A; v milling eq ipﬁent. Repair businesses can also fix lawn and gardeén

. _equipment, 11ke lawnmowers and rototlllers. Some repair services in

. !
cities. and towns f1x only lawn and garden equlpment. \Suan and Jose have

Yy

- " decided to spec1allze in fixing farm equxpment of all kinds. AN

’ . Customers. Farmers‘%re the customers in farm areas. 1In areas with
only very large-farms and large equipment, farmers may.take this equlp—
ment .only to dealers' shops. In areas ‘with small farms, vhere equipment

. may be small and dealers less plentiful, farmers are more 11ké1y cus-
tomers for a small repair business.
. " ya

. Competition. \Ferm equipment dealers usually have repair services as

“a part of their busi esses. 'You can find these dealers in the Yellow
' Pages of your phor?e book. Their mechanics are specially trdined to work
- on the equipment they sell.‘ Smail repair services must have very good
mechanics to compete with dealets. Special services can help them
- compete./,Small repair services are also in the Yellow Pages. %heretnay
be many small repair serviceg in cities and towns.
b. “ . N . ¥ .

\ . *

Special Services

.

»
Juan and Jose know rhey have to compete with large dealers. *So they
* ~N v .

Iy

decide to offer these special services. ‘

e They will go.to the farms to do repairs(whenever they can.

-

o - o They will fix smarier equipmgnt as well as large. ’
t -~ A

a

“ There are other special services they could offer, too.
»

- .
. . .
- . v

{ .

i . .

' -
“ ~ '
s - -~
N M . - . °
-
. A
.

] ’\)‘ ) : ~— - 11 B .

?‘_ - - - - « B .
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bheckups on farm equipment during the “winter season. Some shops do

" this“for free to attract customers. Then if any work needs to be done,

the shop can-charge for it. o ST <

-

-

Special guarantees. Dealer shops guarantee their work: SmeLl shops
. i _

can offer longer gqerantees.\ T LN
AY

‘Sgecial business image. thn and Jose c¢can use their sbecial .

services to make. their business stand out in people's minds. They”

decide to call it "On—the -Spot Equlpment Repalr. They also decide to

fse the slogan 'We come to you.' They want to bu11d an 1mage of their

business'as one that will save farmers time and trouﬁle.
¢ N

\l\‘

-

Legal Re&uirements

- . . ~

<
(4 ©

“
You should contact your state business 11censxng agency to learn s
about the laws for a farm equlpment repalr business:. Every state
< requires a business operator's license to open a business. Most sr‘t:es

_also requlre a permit from’ xh? state tax agency for selling parts’ to

customers. .
. . ‘

‘ d
\ *
It is important to ‘plan ahead before starting your business., Now"
o— ‘ .
you-know #ous things to think abput in planning a farm equipment repair

business. ~~

ERI!
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} Learning Activities -

‘

‘

N

. .
Individual Activities ) \X

Y

' 2

- .

1. .List two legal requirements for startipg a farm equipment repair <
> - .

_ business. Call or write your state business licensing agency'to

[

“find out if your state has any other requirements.
3 e . co

b

2. Woulll you like running a répair business? Check each statement

below thdt fits you.

Y

I'm willing to work hard. .

N

I can be counted-on to get things done.

[

I really like doing things on my own. N C .

I'm good at fixing things.
. - f/{

.

RN

I'm interested lg how a business is run.

3

3, Find out what farm equipment repair services are in your area. Are
any of them small (no more than four workers)?
4. Can you think of any other $pecial. services a repair business could

offer? Make a list of them. P .

L
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Discussion Quegtiong

) . 4
2]

1. Why do you thlnk an area with many small farms might” be better “for a

¢

.
small- ‘repair businesd? Is yQur area like thig? O ‘

+

+2, Why do you.thnkaguan and Jose want to be their pek*bosses?

-
<

3. What problems cofild Juan and Jose face if their gg;iness fails?
& . : - : :

!

GroggﬁdEjivity

] * . )

* Go to the owner of ‘a small farm equipment repair service. Ask-that
. - N . £ i
personfto come and talk to the class. If there are no small shops, ask

the manager.of a dealer 's ,shop to come. Ask the person-to ta®k aborrt "

the bu51ness. "
[y eew

<

Plan what- questlons you will ask the service.owner or manager. You
+might ask these questlons and others: N

"

»

<

. 1. What kifdds of .equipment does your sefvice work on?
[ .« 2 } »
. .. - i l oy 0
What -is your day like? What do.you do? How many hours dp you

usually work?
. L4
-.J )
: M * Y

. 3
What experience and training do you have for your job?
(" B

°
®

é .
What are the gdod and bad parts of your job?

L
3

. . 0 < .

Do_you think this is a good area for a small repair shop to

open? What areas. mlght be better’

\ \

. \

.
.

If the ﬁerson is ﬁhe owner*of the business, you could ask:

. <
. -

.
6. Why did you want to open yougdown repair business?
, :

-
.
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" 7. How long did you plan before you.opened? .

8.

.
< . A

. L
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- B

How much money did it take td get:started? Where did’ you

.
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Goal:

UNIT 2 .

-

Choosing a Location )

0y

. ! LY
To help you choose a location for a farm equipment
repair business. i

.

Objective 1: List three things to thinp about in
deciding where to locate this business.

.Objective 2: Pick the best locatfod for this

business from three choices and explain your

choice. . -
]

t

13 :
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" JUAN AND JOSE DECIDE WHERE TO LOCATE -

Juan and J&se know most of the farmers in the area.
They talk to some of them. They ask if the farmers would
like ito use their repain service. All hut two say yes.

Juan also talks to the manager of one of the shops
where he worked. The manager says the dealer's shop has
lots of business. ‘In fact, it has more than it can do.

Juan and Jose decide to go ahead and open a shop. Now
they have to decide where to put it.

_ They have decided they will need about 4,000 square’
feet of indoor space. They need a work area of 3,000
square feet for customers who might want to bring their.
equipment in. They need 800 square fegt of space to store
equipment and parts and to park thelr‘truck. And they need
a small amount of office space, about 200 square feet.

They also need, some paved space outside.

Juan and Jose talk to a real estate agent, Ms. Bailey,
about what they need. She tells them there. are two places
they could choose. One is in town about two blocks from a
farm equipment'dealer.f The other is out _on the highway.

~
¥

" The place in town used to be an auto _garage, It has a
hydraulic lift and other equipment. It is hardly big
enough and has llttle space outside. It leases for $1,800

" a month. : . '

~ . ¥

‘The placg'on the highway is bigger and has lots of
space outside. It was used for storage by a sma11°qucking
Firm. It has no lift or other equipment., The lease is
$14500 a month for this space. ..

-

way. They will be
w111 notice the shop better there.

“in the equlpment they need,
a three-year lease with,the owner.

Juan and Jose diilde to take the place on the high-
oser to many farms.

They thlnk they can put

Ms, Bailey helps them work out

Before they sign it,

They think people

they will be $ure they have enough'money to get startéd.




Choosing a Location

,
v - .
Choosing a location /is important. You have to be sure that the area
. has enough customers for your services. For a farm equipment repair

business, you might even have to move to a different state to get enough -

customers, g ,
\ N 1
) . To find out how many, customers you might get, you have to ask
c questions. You caun get answers from: .

~

ST ) people.who.mﬁghc'be customers;

1
!

e people who have worked in the bJsiness;

e official groups of.people in your business (An equiphment dealer

* association might help. It cah give you information about shop
' \\ c services,' too.); and - s v . -
- o city gr.€ounty agenties, such as the planning depdrtment. : ' “.
. ¥ : . ¢ ;

Once you are sure the area has enough customersy you have to pick

t the spot for your business. There are five things to think about,
TN . : » |
e The space has to be large enough for youy needs. - .. |
‘ . ® It has to be where ig will attract customers.
e "It has to have, the right ‘equipment, or else be easy to add
L - equipment to. : N ; . . y
- e It has .to be in good shape. Lo ’ ' .
" - “ .
- o The price has to be one you can pay.
. * , .fé’, - * . i.a ‘ . El
. . ¥y ' N ~
- - ) “
: . s ’ } . -
~  Picking an Area ¢ ( . ‘
8 . N s - . . .
. ]

Juan and Jose€ lked to several farmers about their service. This

- is a good way to find out whether people wphld use your service,

N ‘I4 . . B 16 l 8
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But sometimes you don't know who your éystomers would be. So you
have to ask others. People who have worked in the business can tell you
if they have lots of customers or just a few.

‘ . -

Official groups can help, toa.™ An equipment dealer association -can

tell you how many shops tpere are in its area. It can also g{ve you

other information on services ahd prices. %
) -

- - .

/ *
The city or county planning department can tell you a lot about the
area. It can also tell you if changes are.planned that might affect
your business. For example,'a new highway or a change in tJe zoning law

might be important to you.

Picking a Spot - #®
s |
A\

Size. Juan and Jose needed three kinds of space.- They needed work

space, because some work involving heavy or complicated equipment will
have to be done in the shop. And some\fustomers might prefer to bring

their equipment into the shop for service. -

They needed storage 'space to store their spare parts and equipment.
‘They also needed some outside spafeé to park equipment they weren't
working on. And they needed office space to store their business forms

and to talk to customers.
?

. N
- . N 2
- . 4 . N

All repair businesses need these three kinds of space. But some (

[

don't need as many square feet. A lawn and garden equipment repair
)

business needs much less space. Some people even fun thi@btype of

; business out of their owrt homes . it ,
R ’ ﬂ% { . v °

" Y : . . . N

- Location. Juan and Joge have decided that the highway location 1s

better for théir business. They Had thiree reasons for this.. They want

to stay away from compe ition. They don't want to be very cldse to a
dealer's ig;vfce shopy - .

‘




.

Also, they want their business to be noticed. They want their
business to be in a place where ‘it can be seen and remembered. They

®
think that in town{ it would be "just another business."

© H

They want to be close to customers. They can get to many of their
customers more easily than they could from town. (Of coursd, some
customers on the other side of town will be farther away. But you can't

’
have eVerything!)

Egulpment. The place on the highway doesn't have a hydraulic 11ft
or other equipment they need. But it has oversize doors on each 51de of
the building. Juan and Jose think they can put in what they need.a,They
talk to a repair equipment dealer to find out the price of what théy
need. The dealer tells them it will cost $32,000 to put in equipment,

3
\x
y

When you look for a place for a business, you can't always find one

"all ready to go." But a good location is worth choosing. Remember to

include the cost of changes in figuring how much money you need.

N .

Y
The shape it's in. " Juan and Jose's place was okay. But 1f a place

needs fixing up, that costs money. The building shouI be strong and

secure. Heating, plumbing, and wiring should all work well. The roof

-

should not leak. Be sure to check all these things before you sign a

lease or buy a place.

4
Most customers also like to do business fn a clean, well-kep#

[

place. A coat of paint is a good idea.

-
A E

What it costs. The place on the highway cost a little less than the

one in town. But Juan and Jose planned to spend some extra money on
equipmént. Even so, they thought they could afford it. They, had done a
lot of thinking and planning about money. 1In the next section'you will

read about their plans.
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Summar
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Chodsing 4 locatiom is important. First, you have'to pick a good
aré% with enough customers., To be sure you do that, you have .to get as
.. - . .
much information as you caA( Second’, you have to pick a good:.spat for

your shop. * Now you know ,some things to athink about in picking a

.
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Learning Activities -
A . 3 i ) .
. L) 3 . > - Fe .
J‘* 3 3 3 3 3 . «
Individual Activities s )
P ' . - . . Ve
‘s
1. List two thlngs Juan and Jose didn't.do when they ‘were plcklng an —
area for their, business. ’ :
> T [ e 4
2. Find out where fepalr businesses are in your area. Are they all
close together or far apart?. . S
. A N — .
.
3. Llist the/three kinds of space: a repair shop needs. ¢
4. Figure out how much Juan and Jose will pay to lease tﬁeir shop "on
the hlghway for three years. Add on the cost -of putting 1qk;he
' hydraullc lift and othir equipment. -
! . . / - . R,
: 1f they had leased the place in town for three years, would they
. heye spent more or less? (Remember4 the place in town didn't- need .
"/ extra equipment.) . ' .
5. List the three reasogs Juan and Jose picked the.spot on the'high@ay.
v s - -~ u“. ’
Discussion Questions .
[ s . . = , ) 4 ‘ »
e : - . . ) .
.1, 1Is it always good .to be far away from competition? Could it be good
;;to be close to them? . - .
. . ~ - Lt , ', ’
. 2. Juan and Jose dldn t talk to the eounty plannlng department. What .

3.1/ How can you figugezodt the price you can afford,

problems could they have because they didn’ t7

.
¢

-
’ ’

to pay for a §§ot?

. \.4
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Group Activity \ R

. 3

Several groups of three or four students each should contact one or~

more farm equlpment repair business owners., When you call them, ask
where their businesses are located. Each group of students should v1s§'
a s;;irate location. Write down what the area is. like, the building .
condifion, and othler things that describe the location. Or draw a
picture of the spot. Repor% on the ‘locations to the class.

e o L . ) v
Durlng the visit, ask questlons such as <the follow1ng.
e Are’your custbmers nearby? If not, hbw far away are they
o Is gasoliﬂe a big part of your monthly expehses?
e . How much space do you have in your bﬁilaing? How is(ﬂt divided
. up? ‘ . ‘ T ‘

e Is rent a big part of your nohthly expenses?”

e How often do customers visit your office? Can you tell what

© toa

: they ‘think of the location?
q
s r 4 : 1
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‘Getting Money to Start

_Goal:

-

To help you plan how &0 get money to start a farm
equipment--repair business.
t

’

Objective 1: Write a business .description for this
busingss. -

.

\

- Objective 2: "Fill out a form showing how much

money you need to borrow to start this business.
L ) "
&£,

o




t4

o

. -
' . v ~
.

. JUAN. AND JOSE APPLY FOR A LOAN
f s
’ ~

-

Juan and Jose have been tginking about how much' money
they need to start their business; They have made two
lists: one list of starting expenses, and the other list

. of money on hand.: They have listed these -expenses to start
their business: : : )
|

"+ 432,000

Equipment (hydraulic lift, etc.) .°
Truck _ B 10,000
Paint '~ 500 -
. Parts ) ) e e 25,000
- ~ Repair supplies (oil, etc.) . © . 1,500
Office furniture - . 1,000
Of fice supplies (paper, etc.) . Do ' 500
JInsurance L . '1,000°
Advertising " 1,000
Salaries—-owners: 2 x $1,000 for 3 months ' 6,000
employee: $1,000 for 3 months i .3,000
Lease of building for 3 months (€$15,500) . 4,500
TOTAL . $86,000 °

Their “money on hand” list includes these items?

$10,000

Savings v
Loan from parents . 10,000
TOTAL C . . v $20,000

They can see that they, need a loan of $66,000 to start
their.business. ’ e

They plan to visft Farmtown National Bank to borrow thé
money they neéd. To show the banker that they should get a
.loan, they write a’description of their business. They
tell what their bysiness will do and who #t will serve.
They also tell dbout their special services. They try to-
show why their idea for a:business is a goed one. \

Juan and Jose also write about thmselves. They
explain their past training and experience. They show that
they have paid their bills in the past. They want to show
the banker that they are "good risks" who will repay theé
bank's money. o




Startipg‘a small business takes money. There are mapy one-time

costs right at first, like buying equipment. Starting a farm equipment

. repair business takes more money than many other busifesses. This is P . N
s because equlpment: costs aMot. ._', . . ‘ e . -
> ’ N T | ) , ~. N
) Usually you need a loan from 2 bank or a government agency. To get . e

a loan, you need to*ﬁlve the bank thre® kinds of information in writing:

S

) personal 1nformat10n‘ék yourself; Q; . * o

. a descrlptlon of your business; and . ’

. a statement of your starting exggn!és, cash on hand and loan

>

" needed,‘called a "statement of financial need."
. ) . - \/& >
Personal information is often written in the ferm of a resume. A ' »
. resum€ shows your education and experience and gives names of refer- . //)
- I v . . - .
“ences. This module won't give any more information about resumes. v

. Instead, it will deal with the description of your Eusipess and the

statement of financial need.

-

Description of Your Business '

: . w .

- .A business description should tell tg; banker everything 'important

about the business.__A business description has five parts: ‘ Lo
. . , @ - S
- Kind of buginess and sefvice profided. Juan and Jose write ‘that
’ ‘their business will be repairing equipmé:t for farmers. They also write Q‘\\
& about the kind bf'equipment they need in their shop and truck. ot .
. : ¥

/ S — ; . " .. ’

.
. - 5 o
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. Location.' They describe the shop they have picked and why they
think it's a good choice. They ‘talk about how big it 1s, how clase it

is to many farmers, and~how easy it is to see from the road.

¥

Competition. They write about the dealer zzpair shops in the area.

They explain that these‘dealers mostly work on special equipment for
large farms. They also explain that most dealers don't like to make

repairs on .the farm. .

Customers. They write about. the neéds of smaller farmers in the

area. They explain that these farmers often don't have special

"equipment and don't need dealer repairs. What small farmers need is to

. N . /]
save time and trouble. '

\

Plans for success. Finally, they Qescribe how_they will help

farmers %ctime and trouble. Their truck will carry as much repair
) . - Kl - L ) . .
equipment ag possible when Juan goes on jobs. They will make field

repairs their!specialty. . N ) .

‘A business description should show the banker that you have algood
idea. It should contain facts that prove your business has a good

chance to succeed. It should also show that you think your idea is a
good one. . - - . ‘
. .

. 1f you, feel your idea is good\Put the banker doesn't, don't give

4up. Check w1th other banks it the area. If you still get turned down,_

the Small Business Administration makes ‘some loans. *Call the nearest

-

office. ' , -

Stafémenf of Financial Need

Juan and Jose asked the banker if there were -any Special forms for
them t0/f111 oyt. The banker said "Yes" and gave 'them a gtatement of

financial need. After tbey filled it out, it 1ooked like this:

a .

.
«




l | " STATEMENT OF FINANCIAL NEED . ' o
Startiné Expenses 'Money on Hand
Salaries : " $ 9,000 -
. Buildi?g Expenses - 4,000 ) l ) . _ .
Repairs and Renovations - 500 ‘. Cash on Hand " .$10,000
T ruck ) 10,000 Gifts or Personal Loans __ 10,000 ,
Equipment and Furniture _ 33,000 . . ' . L e
Parts 25,000 N TOTAL .$20,000
,Supplies 2,000 ) ’ ) ‘
Advertising’ 1,000 . . C ’ /
. O ther - 1,000 : ‘ ‘

. . TOTAL _$86.,,000

b //TdTAL STARTING EXPENSES _$86,000
\ ! TOTAL MONEY ON HAND 20,000

TOTAL LOAN MONEY NEEDED $66,000 &

.
\ . . — .

Starting expenses. Juan-and Jose first listed ‘their expenses. They

thought it would take the? abouf three months to get going. They had to
paint and equip the, shop and buy and equip a trucks They also needed to
,advertise., After three months they hoped to have enough customers to

Sring in enough money to start covering expenseé. So théir expenses for

lease and salary covered three months. They took small salaries, just

enough to get 